
 
Preparing Your Client for a Market Research Inquiry 

 

Government contractors welcome the opportunity to provide advice to the Government about 
how to buy their products or services.  But how often is a Government contractor prepared for 
such an opportunity? 
 

Contracting officers are required to do market research, and the FAR provides some guidance 
to them about what they should look for in the marketplace.  Wouldn’t you like to provide your 
PTAC clients with some insights into the types of questions a CO might ask if they called your 
client with some questions about its products or services? 
 

Here are some questions that a CO likely would ask: 
 

1. How can acceptable performance be measured? 

 For example, is it a zero defect policy from a random sampling of supplies? 

 For example, is it a ninety five percent customer satisfaction rating from callers to a help 
desk? 

2. From a contractor’s point-of-view, what is the biggest risk we should consider when defining 
our requirements? 

 Remember, your response is likely to be discounted if you try to undercut your 
competition by focusing on specific weaknesses a competitor has. 

3. What is your support capability following award and how is that priced?  Is it included in the 
fixed price?   Do you have a price per service call?  Is there a warranty?  If so, what are 
standard Industry terms? 

 For example, if the Government needs on-site support to maintain a copy machine, they 
will want to know whether the equipment provider also services it in a way to meet the 
agency’s needs. 

4. If the agency/organization were to consider a performance-based contract, as a contractor, 
what are major areas you believe are important to evaluate successful performance during 
contract performance?    

 These would be items that would become part of a Quality Assurance Plan (also known 
as a Service Level Agreement) that would become contractually binding. 

5. What is a reasonable delivery schedule for the necessary supplies or services? 

 If program offices have specific critical delivery dates, they are at liberty to share this 
information during the market research stage of the acquisition process. 

6. If a new contract is awarded, what is a reasonable transition time from contract award to 

beginning performance? 

 This question could be very important to the contractor’s best interests, including 
successful performance of the contract. 

7. Are there logical price breaks for quantity discounts, either in supplies or labor hour 
contracts? 

 For example, if program staff has an ongoing need for copier paper, once the 
agency/organization orders a quantity of 1000 reams, is it realistic to ask for discounts or 
a lower unit price to include in the contract price schedule? 

8. If the agency/organization choses to require a firm fixed price, what background information 

is critical for the contractor to have from the agency to ensure that the Government receives the 
most competitive prices? 

 It’s highly unlikely that the Government will accept the assertion that a firm fixed price 
arrangement is not practical.   
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